People always concern about what they have and what they might lose even it is just imaginary property. According to Prospect Theory, the losses might be weighted by subjects higher than gain, which would cause the disparity between the willingness to accept (WTA) and willingness to pay (WTP) compensation in economic valuation. Using functional MRI, we investigated neural correlates of this inconsistent value estimation, known as the endowment effect, during a simple pricing task without economic transaction. Brain activation associated with this price discrepancy was observed in the right inferior frontal gyrus (IFG), where voxel-based morphometry of MRI revealed the positive correlation between gray matter concentration and WTA/WTP ratio. These findings suggest the functional relevance of IFG in WTA/WTP discrepancy for pricing without any actual gain and loss, where an integration of loss aversion-related signals from insula and expected value signals may occur.
Introduction
In everyday life, we encounter advertisements on TV saying "Try it risk free for 30 days. If you do not find it to be everything you hoped for, simply send it back to us and you will get a full refund of the purchase price." Mail-order businesspersons know very well that this money-back guarantee strategy works well and that consumers rarely send the item back but rather prefer to keep it once they possess it. If we are Homo Economicus who can always make a rational choice, the ownership during the trial period should not make any difference in our preference (Coase, 1960; Simon, 1955) . However, behavioral studies consistently showed that this is not the case (Brookshire and Coursey, 1987; Kahneman et al., 1990; Knetsch and Sinden, 1984) .
This behavioral bias in decision-making has been known as the "endowment effect" (Thaler, 1980) . People value the item they own more than the identical item that is available for purchase in a stock of the distributor. In other word, people typically require more compensation to give up their possession than they would have been willing to pay to obtain it (Bateman et al., 2006; Horowitz and McConnell, 2002; Kahneman et al., 1990 ; Knetsch and Sinden, * Corresponding author. Tel.: +81 075 751 3603; fax: +81 075 751 3202.
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1984). One possible explanation of this effect comes from the prospect theory (Kahneman et al., 1991; Kahneman and Tversky, 1979, 1984) . An individual has the tendency to weigh losses more heavily than gains of similar size, so that changes in the reference point can alter choices (Ariely et al., 2005; Kahneman and Tversky, 1979) .
Functional magnetic resonance imaging (fMRI) studies using the market transaction experiment suggested that the endowment effect could be attributable to brain areas related to reward or loss; such as the amygdala, insula or ventral striatum (De Martino et al., 2009; Knutson et al., 2008; Weber et al., 2007) . However, the endowment effect is known to occur instantly during the price evaluation without actual economic results (Brookshire and Coursey, 1987; Hammack and Gardner, 1974) . It is not known whether brain regions associated with economic reward or loss will play an important role in that condition.
In order to clarify the brain representation of inconsistent value estimation induced by different frames (WTA and WTP) without any gain or loss, we investigated effects of the reference point (a virtual instant ownership) on the price evaluation using fMRI. Better understanding of virtual ownership might help us to clarify the mechanism of complex social decision-making in the real world, where people concern about personal properties. Additionally, the anatomical correlates of WTA/WTP ratio were searched by measuring the gray matter (GM) concentration using voxel-based
